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Our next meeting is scheduled for Tuesday, July 16
DoubleTree Hotel in Greentree

Agenda:
6:30 - 7:00 Early Bird Class
7:00 - 8:00 Legal Minute by Rob Xides
Accounting Minute by Marty Schwartz
Properties For Sale – Members can present 1 property for sale to the group
Vendor Parade – get to see and meet all of the people who help us make
money as they introduce themselves before the break
8:00 - 9:00 We are going to open up the room to hear your ideas of how to make the
club better.

This Will Be Our Most Interactive Meeting Ever – Learn by Doing
This month, I invite all of you to come and attend our trail blazing event. I hope that this will be
an annual event but since this is the first year that we are doing it, I can’t exactly call it that yet.
I am calling this meeting “trail blazing” because that is exactly what we are going to do. We are
going to blaze a trail for the club to follow for the next year. I want input from each and every
one of you, if I can get it. You all have active minds and regardless of experience you are all
creative. I want to hear what you want the club to do and how we can do it.
I am going to turn over the reins of the club to all of you!!!! Let’s see what you want to do and
how you want to do it?
There are a few ways that I could drag this info out of you. I could arrange to have you waterboarded. I could look into renting a polygraph machine, or I could hire a psychic. I decided to
go another direction and tryout a new interactive format for the meeting, where I will pose
problems to the group and we, collectively, can solve them. I will give you an example. I want
to stage a mock eviction trial later this year. What do we need to accomplish this? Who can we
get to act as the judge?
Here are some of the other things we’ll discuss:
 Membership – ways to continue growing and what can we offer to new members as a
gift
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What more can we do for vendors?
Who wants to teach a class?
What classes do you want to be offered?
Set up Peer to Peer mentoring groups
Pass the mike and tell us what you have done in the last 3 month to advance your real
estate career.

New Membership Cards Are Available
Our club membership cards are now plastic with the Pittsburgh skyline silhouette and barcodes.
The majority of the membership cards have been printed and will be available for pickup at the
July meeting. These new cards and lanyards are free, however, in an effort to refrain from
increasing membership dues, replacement cards or lanyards will be $5.

Private Money Webinar Just for WPREIA
Jay Conner, the Private Money Expert, is going to do a webinar for me. The content will be
about how you can use your IRA assets or your home equity to make huge returns in real estate
without doing any of the work yourself. This is not one of those canned recorded
presentations, Jay and I will be live on the computer together. If you want to make a great rate
of return on your money, then watch for a future announcement with the call-in details.
If you just want to buy Jay’s course and learn to raise private money on your own, then this link
will take you to his site http://findprivatemoney.us

Reggie Brooks
If you missed our last meeting, then you missed a once in a lifetime chance to see real estate
legend Reggie Brooks speaking in Pittsburgh. Reggie is a California guy and hasn’t been to PA in
years. I am trying to arrange a return engagement at some point but I can’t make any
promises.
I have the honor of having dinner with Reggie before the meeting, and I can tell you that he is a
down to earth friendly and interesting guy. He just happens to be a real estate millionaire. My
plan for this month is to read through the home study package that I bought from Reggie. I
can’t wait to learn how he buys abandoned property. I just love the idea. Who else targets
abandoned property? The answer is nobody. You have no competition and a group of property
owners who have literally walked away from their home. What group would be more
motivated to sell than those guys.
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Before Reggie left, I was able to secure two additional copies of his course and I have Reggie’s
permission to offer the special price that he gave to us at the last meeting. For those of you
who are interested, the course is just $895.00. You don’t get the free cruise, that was a onetime only offer. I’m good at negotiating, but I’m not a magician. Just email me at
Pittsburghreia.@aol.com to get your copy. Hurry, I only have two of them.

For You Rehabbers
I talked to Robyn Thompson (The Queen of Rehab) last week. Mostly to tell her that I was
finally starting to do rehabs. Now maybe she will stop making fun of me. She is extending her
special offer to our club. There is no better person to learn real estate rehab from than Robyn
Thompson. She has done over 200 rehabs and made an astronomical amount of money while
doing it. She is a PA girl and former waitress, who now owns her own jet and has a horse farm
in Florida. You can still get her $900 course for $2, if you sign up for her monthly newsletter.
Details are at http://robynthompson.us

Virtual Assistants
Many of you have asked me about virtual assistants. VA’s (virtual assistants) are people who
you can hire to do nearly any task you can imagine, from clerical to cold-calling for-sale-byowner ads. If you ever did a credit check in the old system, you talked to my VA, Amy. I’m
guessing that none of you realized that Amy was in Scranton, PA and not my physical office. My
current VA, Linda, lives somewhere in Clearfield County, but I’m not exactly sure where. While
I’ve not yet met her in person, she is very important to my personal real estate business. Linda
handles all of my incoming calls and follows up on my marketing efforts. The great part about
virtual assistants is that they are 100% scalable. You can use them as much, or as little, as you
want, and you pay them for exactly as much work as they do for you. VA’s get paid by the
minute that they work in your business, try doing that with a real employee. They are
contractors and you don’t have to pay any benefits for them. When I was on vacation, my VA
did work for other people and cost me nothing. If you can name a successful real estate
investor, they will either have a full time staff or a team of VA’s. If you are interested in
learning more about VA’s click this link http://hire-assistants.us

Credit Checks through the Website
Apparently I haven’t been good about getting the word out to people. We have been able to
do credit checks instantly, 24 hrs a day and 7 days per week, for months now. It’s easy to do,
and it all works through the computer. Just go to the club’s website (http://pittsburghreia.com)
and click the tenant screening link. Follow the directions from there.
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Who Wants $100 + a FREE 1 Year Membership?
We are holding a contest between now and the end of the year. What you need to do to enter
is simple. Submit a video, explaining why someone should join a real estate investment club.
Talk about why you joined, and what you get from the club. Be creative, be silly, just be
yourself. Videos should be between 30 seconds and 2 minutes long and should be emailed to
pittsburghreia@aol.com by November 30th. The winner will be revealed at the December
meeting.

Free Marketing and Sales Tool
Check out this FREE video conferencing tool. It is the best that I have ever seen. You get all of
the face time of a Skype type account plus you have the ability to share your computer screen
with others. I use this for out of town sellers, I can show them my contract on the computer
screen and go over the details with them no matter where they live. Click the link below for
details.
http://video-chat-tool.us

This could be HUGE news for investors
I got this from Fortune magazine, and this new law will change the rules nationally. I am still
trying to drill down and figure out how PA will view these rule changes. If the state follows the
national SEC rule, then we might be able to advertise for private money soon. Keep your fingers
crossed.
The SEC today voted to let hedge funds and others "generally solicit." What does that mean?
FORTUNE -- The Securities and Exchange Commission today voted 4-1 to end a decades-old ban
on "general solicitation" by many private issuers, including hedge funds, private equity funds
and start-up companies.
The recommendation to do so first appeared in the JOBS Act, a piece of bi-partisan capital
markets legislation that became law in March 2012.
In short, this means that all sorts of private issuers soon will be able to publicly discuss and
advertise investment opportunities. They also can do things like publicize past performance,
which previously had been prohibited.
It's important to note, however, that such issuers still may only sell such securities to accredited
investors. For individuals, accreditation requires net worth in excess of $1 million and/or annual
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income in excess of $200,000 (it's a bit different for married individuals, with fewer than 8% of
American households qualifying). For institutions like charitable organizations or family trust,
the asset threshold is $5 million.
Here are five more specifics of the new rule:
1. Issuers do not need to generally solicit. They may continue to do business the old way, which
many of the top-performing fund managers are likely to do.
2. For issuers that do generally solicit, they would be required to take "reasonable steps" to
verify investor accreditation. This may include the receipt of tax returns or bank account
statements. This differs from current policy, which basically just requires that investors "check a
box" saying that they are accredited. In other words, the burden of proof has shifted.
3. Issuers utilizing general solicitation would be required to file a Form D with the SEC at least
15 days prior to the beginning of general solicitation, and also file an amended Form D within
30 days after the offering is terminated (either because it closed successfully or was
abandoned). And it's important that issuers follow these rules, since failure to do so could cause
the SEC to ban them from subsequent securities issuance for a year or more.
4. The SEC also approved by a 3-2 vote certain changes to the Form D filings themselves,
including a breakout of investor "type." Apparently all of these additional filing requirements
are to help the SEC collect data to learn how general solicitation is being used, and if additional
changes (or reversals) are in order. In the short term, it basically means more lawyer fees.
5. Hold up. As much as I'd like issuers to begin calling me this moment with information on their
new fund -- or offering to advertise in Term Sheet -- it will take at least a week before this new
rule actually becomes official by being published in the federal register (and then it doesn't
become effective for another 60 days after that). Plus, there are those Form Ds that need to be
filed first.
For more, the SEC has published the full list of new rules on its website.
About This Author
Dan Primack
Senior Editor, Fortune
Dan Primack joined Fortune.com in September 2010 to cover deals and dealmakers, from Wall Street to
Sand Hill Road. Previously, Dan was an editor-at-large with Thomson Reuters, where he launched both
peHUB.com and the peHUB Wire email service. In a past journalistic life, Dan ran a community paper in
Roxbury, Massachusetts. He currently lives just outside of Boston.
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Golden Nugget
By: Ron LeGrand
"Being busy will not make you rich. In fact, it can have the opposite effect and prevent you
from ever achieving wealth. Don't get me wrong, rich people are busy too. I'm very busy most
of the time. There's always something chasing my attention, an endless supply of things to
work on that suck up my time. The difference is I constantly and consciously work on only
those items I can't delegate and are worthy of my attention."

Member’s Properties For Sale
Josh,
Here is a summary of what I have for sale right now:
2927 Bedford Ave, 15219: triplex for $24,000
2/3 occupied. current rents total $650/month. upper unit needs $10k work. after repairing
upper unit and raising rents, gross monthly should be $1300-$1500.
pictures: http://www.flickr.com/photos/72051029@N02/sets/72157634555687518/
4 adjacent single family houses on 0.75 acres, 15220: $115,000
around corner from the West End-Elliot Overlook. fully occupied. no repairs needed.
$2,000/month gross rents (can probably be raised to $2,400/month gross). parking area and
storage shed. you can also buy this and sell off each house individually for $40k+.
pictures: http://www.flickr.com/photos/72051029@N02/collections/72157634203979339/
1910 Spring Garden, 15212: $350/month owner financing, down payment $5,000
needs some work, $10k-$15k. can rent for $650 after repairs. off-street parking. it is livable if
there is a handyman-type who wants to live in it, fix it, then rent it or sell it.
pictures: http://www.flickr.com/photos/72051029@N02/sets/72157634548643527/
There are a couple others on my website: www.pittsburghwholesalehouses.com (Must use a
valid email and verify the email before you can view all properties. I won't spam you!)
**Group showings are being set up for Bedford Ave and for the 4 single family houses - let me
know ASAP if you are interested!!**
Email: steelcityhousing@gmail.com
Voicemail: 412-342-8484
Thanks
Nick
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Top 10 tips for Landlords
1. Screen tenants.
Don't rent to anyone before checking credit history, references, and background. Haphazard
screening and tenant selection too often results in problems -- a tenant who pays the rent late
or not at all, trashes your place, or lets undesirable friends move in. Use a written rental
application to properly screen your tenants. Mentioned earlier in this newsletter, we set this up
for you through the web site.
2. Get it in writing.
Be sure to use a written lease or month-to-month rental agreement to document the important
facts of your relationship with your tenants -- including when and how you handle tenant
complaints and repair problems, notice you must give to enter a tenant's apartment, and the
like. For what to include in a lease or rental agreement, see Ten Terms You Must Include in Your
Lease or Rental Agreement. We have a pretty darn good lease available to members.
3. Handle security deposits properly.
Establish a fair system of setting, collecting, holding, and returning security deposits. Inspect
and document the condition of the rental unit before the tenant moves in, to avoid disputes
over security deposits when the tenant moves out.
4. Make repairs.
Stay on top of maintenance and repair needs and make repairs when requested. If the property
is not kept in good repair, you'll alienate good tenants, and tenants may gain the right to
withhold rent, repair the problem and deduct the cost from the rent, sue for injuries caused by
defective conditions, and/or move out without needing to give notice.
5. Provide secure premises.
Don't let your tenants and property be easy marks for a criminal. Assess your property's
security and take reasonable steps to protect it. Often the best measures, such as proper lights
and trimmed landscaping, are not that expensive.
6. Provide notice before entering.
Learn about your tenants' rights to privacy; see Repairs, Maintenance, and Entry to Rented
Premises. Notify your tenants whenever you plan to enter their rental unit, and provide as
much notice as possible, at least 24 hours or the minimum amount required by state law. For
state-by-state information, see Chart: Notice Requirements to Enter Rental Property, State by
State.
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7. Disclose environmental hazards.
If there's a hazard such as lead or mold on the property, tell your tenants. Landlords are
increasingly being held liable for tenant health problems resulting from exposure to
environmental toxins in the rental premises. We still have lead paint booklets available.
8. Oversee managers.
Choose and supervise your property manager carefully. If a manager commits a crime or is
incompetent, you may be held financially responsible. Do a thorough background check and
clearly spell out the manager's duties to help prevent problems down the road.
9. Obtain insurance.
Purchase enough liability and other property insurance. A well designed insurance program can
protect you from lawsuits by tenants for injuries or discrimination and from losses to your
rental property caused by everything from fire and storms to burglary and vandalism.
10. Resolve disputes.
Try to resolve disputes with your tenants without lawyers and lawsuits. If you have a conflict
with a tenant over rent, repairs, your access to the rental unit, noise, or some other issue that
doesn't immediately warrant an eviction, meet with the tenant to see if the problem can be
resolved informally. If that doesn't work, consider mediation by a neutral third party, often
available at little or no cost from a publicly funded program.
If your dispute involves money, and all attempts to reach agreement fail, try small claims court,
where you can represent yourself. Small claims court is good for collecting unpaid rent or
seeking money for property damage after a tenant moves out and the security deposit is
exhausted.

Tips For Selling a Home
Tips for Listing and Selling a Home Yourself
By Jonathan Bales , last updated October 23, 2011
There is quite a bit of work that goes into selling your own home, from listing it, to negotiating
the price, to closing the deal and completing the sale. Most people opt for the aid of a real
estate agent, as their expertise can come in handy when such a large amount of money is on
the line. Some homeowners, however, think they can go through the process on their own,
forgoing a real estate agent and saving commission costs; if you are one of those people, you
should familiarize yourself with as much real estate knowledge as possible before listing your
home for sale. There is a lot to know and a lot of potential ways to miss out on profits, so doing
your homework and preparing yourself for the sale of your house is the best way to do it right.
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One of the most important aspects of selling a home is advertising it properly. When you list
your home for sale, point out all of the great aspects. This does not mean you should hide
potential problems with the house, but there is no reason to advertise them. If you house has a
tremendous view, for example, make your listing all about the view. Try to pick out something
unique about your house and what makes it stand out from the crowd, then focus on that in
your ads.
In addition, you will need to post basic information about your house, such as the bedrooms,
bathrooms, neighborhood, and so on. You can list the address of the house if you are having an
open house or the home is ready to sell right now. If you are remodeling or fixing the home in
any noticeable way, you should not post the address. You can bet that people will swing by to
see the place, and if it looks like it needs work, that will scare them away.
You will also need to list the price of the house at this time, and this is perhaps the most crucial
part of the entire process. Everyone wants to make as much money as possible, but setting the
price too high will drive away potential buyers. You need to be realistic about the value of your
home. Research recent sales in the area and try to get an idea of market value. When you set
the price, start with a solid price right around market value, or even slightly below, to attract
interest. With lots of potential bidders, you might be able to drive up the price of the home. If
you set the price too high, you will have limited buyers and risk having the home sit on the
market. Then, you will have to reduce the price, and people will wonder why the home was not
purchased right away.
Once an offer is made, the home will have to pass inspections and financing will have to be set
up. Those things are a bit out of your control, but once they go through, you can close the sale
and immediately put the money towards buying a new place.

Take a Break
As some of you know, I just got back from vacation. I took my wife and son on a cruise from
Montreal to Boston. Amazingly the 10 hour drive with a 13-month-old boy wasn’t that bad. So
now I am back and my battery is recharged.
That got me thinking, I believe that it was Dr. Albert Lowry, famous real estate guru and a friend
of mine, who first told me the importance of taking time off to recharge. I know it is easy to get
all wrapped up in your real estate career. This is especially true when you are trying to get to
the point where you can quit your day job. The temptation is there to just keep working till you
either escape or collapse.
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Let me help you on this one. It is very important to take some time off to just allow your mind
to relax. If you work yourself to exhaustion, what will happen is that you will become less and
less productive. In the end, all you will get is exhaustion.
So I urge you to take some time for yourself this summer. It doesn’t have to be anything fancy
or expensive. It just has to be relaxing and out of your house. Go to the woods, go to the lake,
go to Gettysburg, but go somewhere and reset your mind. This little trick will make you more
productive, and in our world productivity is money!

Are You Working On The Wrong Things
by Ron LeGrand
There’s a common mistake I see students making over and over again and it doesn’t seem to
matter if they are new or been around awhile. That mistake is:
Doing Everything They Can To Feel Busy Except The Critical Things Required To Stay in Business.
It’s so easy to be busy. Anyone can do it and most people would say they’re very busy almost all
the time.
“If I only had more time.”
“The days just aren’t long enough.”
“So much to do and so little time.”
A rat in a circular cage is busy running in circles, but getting nowhere. Pretty soon he has a
heart attack and dies. Being busy will not make you rich. In fact, it can have the opposite affect
and prevent you from ever achieving wealth. Don’t get me wrong. Rich people are busy too. I’m
very busy most of the time. Always something chasing my attention. An endless supply of things
to work on that sucks up my time.
The difference is I constantly and consciously work on…Only those items I can’t delegate and
are worthy of my attention.
Minutia is a deadly disease that steals away the most productive time of your life and robs you
of the great things you could accomplish…if you only had time.
Well, I suppose I don’t have to tell you that we all have the same amount of time in a day and
no bonus hours will ever be added. Rich people and poor people alike are granted the same

WPREIA Newsletter – July 2013

opportunity to turn that time into greatness or waste it the same way, day in and day out until
they’re dead.
I just lost a son in law to cancer at 56 years old. He’d have paid a fortune (if he had one) for a
little more time. None was offered. I lost my friend Corey Randy at age 34, in his prime, and
Barney Zick, a long time friend and real estate pro, all way too soon. Time was precious to
them, but it ran out.
Time is precious. Too precious to waste on the stupid stuff investors think they must do to be
successful. You know, stuff like…
•Getting incorporated before making their first offer.
•Selling up a limited partnership or other entities before taking the first call from a seller
•Getting a closing attorney with nothing to close
•Finding a CPA before they create any income to account for.
•Getting a business license for a home based business that hasn’t even started and doesn’t
require one
•Becoming a land trust expert or getting an attorney’s blessing on them before they do
anything to buy their first house.
•Visiting Office Depot and setting up a home office in case they ever get around to using it.
•Changing all my forms cause they could make them look better
•Listening to the CD’S a couple more times to make sure nothing was missed.
•Having a family reunion to get all the broke relatives permission to succeed
•You Fill In Your Blanks Here
All these things and more could keep one busy for quite a while and convince them they’re
doing the right stuff because they are so busy.
Sorry! That’s a load of crap and won’t pass the Ron Test.
Not one of these things will make you a red cent, no matter how much time you devote to
them or how good they make you feel.
If you want to make money in real estate I’d suggest you buy some property. In order to do that
the first step is to locate prospects. If you fail here……..ITS OVER!
Have you ever seen a restaurant with good food go out of business? All that means is the chef
makes great food but hasn’t learned the basic fundamentals of any business. LOCATE
PROSPECTS. All businesses, product or service, large or small, must find people to buy their
product or service, that includes yours.
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The most important thing you must do as a real estate investor is to find people who NEED to
sell their property. Nothing else matters until you crank up the buying machine and keep the
calls coming in. Get a flood of sellers calling you and the other pieces will fall in place quickly.
No flood of sellers, and you could spend all your time trying to do things that don’t matter.
There’s really only a few things you should work on to be very successful. Here’s a list for you to
stay focused on until you master each, at least enough to get you into a good six figure income.
1. Locate prospects
2. Prescreen them quickly
3. Go get the purchase agreement on the low hanging fruit
4. Implement the auto pilot system to sell or lease option.
5. Delegate a collection system to receive rents.
Now, honestly! How hard is that? Sure it will take a little time to get it set up, but once it is, it
will require little of your time. OK, now here’s what most investors do to make it more difficult
and suck up all their time.
1. Take all calls from sellers at all hours of the day and weekends. That’s dumb!
2. Chase worthless leads, visit properties they’ll never buy, and spend hours talking to time
wasters.
3. Take ten times more calls from buyers than sellers to consume the rest of what ever day is
left.
4. Show houses, baby-sit contractors, chase materials, cater to time wasters and spend
countless hours WORKING ON THE WRONG THINGS
You have two choices….
A – Keep yourself trapped in minutia and pay a horrible price.
B – Work every day on the right things to eradicate minutia from your life.
There’s only one way you can free yourself from minutia.
GET SOMEONE ELSE TO DO IT.
That’s your only way out. Most of what you do, can and should be done by someone who’s
willing to do it for some small amount of money. For example:
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Locating Prospects- Let a mail house or senior citizen center do your mailing. Not you or your
family. You only place an ad once or put signs on your vehicle once. No need for help. Let
someone else call FSBOs and send you property info sheets/
Take endless calls – use Patlive.com/ronLeGrand to take them 24 hours a day from sellers. The
questionnaire is already loaded for you. All you need is an opening line. They’ll email your leads
immediately. Drive buyers to a voice mail system that sends them to the house and tells them
what to do. You only get involved with buyers after they’ve seen the house and contact you.
PatLive costs $80 a month plus usage. Dirt cheap.
Credit checks and loan prescreening – Should be done by a mortgage broker who does it every
day.
Payables and Receivables and Bookkeeping – should be done by someone who does it for a
living, a bookkeeper or accountant. It’s grunt work unworthy of your focus and cheap to hire.
Do you really need to write checks? Sign them, yes. Write them, no. All your bills can be paid
twice a month so you have two batches of checks to sign each month.
Property Inspection- What’s to inspect? If they’re motivated, go to the house. If not, don’t go.
You should know this from the 3 second screening of the property, the info sheet from Patlive
and the 5 minute phone call to the few who pass the prescreening process. That leaves only a
few properties to go see (and buy) in a whole month. Surely you can make time to see a few
houses a month when they produce five and six figure checks.
If you follow my lead and just do it my way you’d soon discover a new problem.
Every morning when you wake up you’ll be asking yourself…
What do I Want To Do Today?
Since I Really Don’t Have To Do Much Of Anything?
Yes, I know that sounds over simplistic, and maybe it is a little, but not much
Focus on the RIGHT THINGS for 60 consecutive days and then you and I will revisit the issue to
see how big of a difference it has made in your life. You can thank me later.
To Your Quantum Leap,
Ron LeGrand
Millionaire Maker

WPREIA Newsletter – July 2013

Our Business Partner Members
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www.USAREMentoring.com
USA Real Estate Mentoring Group
“Your Highway to Success”

Mentoring is the key to your success in Real Estate Investing!
We are:
-Successful Investors Currently Investing in Today’s Real Estate Market
- Best Selling Authors
-Our Group of Mentors Have Personally Trained Over One Hundred Real Estate Investors
-We KNOW Pennsylvania, and How to Invest Legally in Pennsylvania!
-Access to Our Team Members and Systems
-We Meet Once Per Month in the Pittsburgh Area (Wexford)
-1st Meeting is Free
-Different Levels of Training and Pricing Available
Visit www.usarementoring.com for more info
Brian Snyder: 412-992-8884
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